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Financial highlights 2006

Grougp revenue

TN T Ll
Pl ieyes L el t. 2005 £10,073m

Total operating profit*

SN e N
- TSN

& . 2005: £496m

~
PR

e

Basic eamings per share*s

. — 2005:10.9p

Free cash flow

2005: £227m

Return on capital employed*

LINPIEN

-. \/ /% 2005:10.7%

All figures based on contiinnng operations,

20005 figures are restated w TFRS,

* Before exceptional items, including profit of associates.

A Refore exceptional items and hedge accounting
ineflectiveness.

Because of our shared values, everyone
in Compass i1s committed to consistently
delivering superior service in the most
efficient way to create value for our

customers, shareholders and emplovees.

We are specialists who help clients either
outsource or establish a foodservice or support
service, or sometimes both, to suit their needs.

How we do that draws on our global resources
and o understanding of different cultures and
market sectors, YWe work in partriership with our
clients, usually in their premises. And by using
their facilities and equipment we keep capital
investment o an absolute minimum.

Looking at the world map today shows how
far we have come since 1992, We have grown
from a domuestic operator to a global plaver.
That journcy has given us a great platform
to build on and enabled us to benefit from
opportunities far and wide. Making the most
of these opportunities siarts, as ever, by being
clear about why we are in business.

Our aim is to be the premium operator in the

contract foodservice and support services market
with an outstanding reputation for quality, value
for money and client and consumer sausfaction.

“To achicve this means maintaining our market
leading positions in the world’s key regions with
major brands in our chosen business sectors. But
1 also means applying fresh thinking to the way
we run our business, re-energising the 1alents that
have made us a leader while looking at new ways
of maxirising value from our core operations.

We have to be more disciplined — simplifving
what we do and how we do it. Focusing on our
core contract catering operadons. Leveraging
client relationships by growing the range of our
support services, Maximising synergies for
clients, organic profit growth for us and
enhanced value for our sharcholders.

The whole organisation is focused on achieving
this and our vision encapsulates this commaon
purpose. Quite simply we aspire to be a
world-class provider of contract foodservice
and support services, renowned for our great
people, our great service, and our great results.

How our values
help drive value

Our values
These define what, collectively, we believe in
and govern the way we behave:

Openness, trust and integrity

W set the highest ethical and professional
standarcs at all dmes. We want all our
relationships 1o be based on honesty, respect,
fairness and a commiunent o open dialoge
and transparency.

Passion for quality

We are passionate about delivering superior
food and service and take pride in achicving this,
We look 10 replicate success, lcarn from mistakes
and develop the ideas, innovation and practices
that will help us improve and lead our markert.

Win through teamwork

We encourage individual ownership, but work
as a team. We value the expertise, individuality
and contribution of all our colleagues, working
in support of each other and readily share
good practice, n pursuit of shared goals.

Responsibility

We take responsibility for our actions,
individually and as a Group. Everyday,
everywhiere we look to make a positive
contribution to the health and wellbeing
of our customers, the communitics we
work in and the world we live m.

Can-do

We take a positive and commercially aware
‘can-dlo” approach to the opportunities and
challenges we face,
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Group at a glance

We provide contract
foodservice and support
services o chients in
over 7() countrics.

Qur business

How we work

We work in partnership with our clients,
usually in their premises, uulising their
cquipment and facilites to provide foodservice
and suppaort services solutions tailored to the
needs of consumners.

Contracts with our clients are usually based
around one of four models:

Management fee

All of the operating costs are paid by the
contractor and recharged 1o the client along
with an agreed fee. This type of arrangement is
most often used where the client is subsidising

the food offer.

Fixed price

The client pays an agreed price for a specified
range of services. This may be varted,

for example, if the number of consumers
changes considerably,

Profit & loss

T'he foodservice contractor has control over
the offer to the consumer and sets the price.
This type of arrangement usually oceurs where
there is lintle or no client subsidy.

Concessions

The loodservice contractor pays an agreed
percentage of revenue for the right 1o trade a
the clients’ premises. This tvpe of arrangemem
1s widely used in the leisure sector.

Market overview and trends

Overview
Contract foodservice and support services offer
significant growth opporwunitics.

The global contract foodservice market has an
approximate value of £150 billion with around
50% outsourced to contractors like Compass
and our market grows at around 5% a year.

The support services market (including
catering, soft services such as cleaning and
hard services such as building maintenance)
has an approximate value of £700 billion.
Circa 35% of this is outsourced to contractors
with the outsourcing market projecied o grow
at around 10% a vear.

Trends

Both the markets in which we operate have
significant growth potential. The 1rend by
organisations over the last decade 10 reduce
subsidies and 10 outsource their foondservice
requirernents is continuing, Clients are moving
away from management fee contracts o
arrangements where the contractor bears the
risk, Approximately 70% ol our contracts are
now fixed price or profit & loss. This means that
we have o adopt diflerent operating disciplines
that are more retail orientated in order o grow
profitability and returns for sharcholders.

We are also seeing organisations accelerate

the consolidation of a range of support services
such as cleaning and reception as well as
catering under one outsourced contract, We are
ideally placed to offer an mtegrated solution to
clients, Our challenge s to leverage these growth
opportunities profitably and sustainably in order
to create value for sharcholders.

Our market sectors

Focused businesses operating m clearly defined
nurket seetors,

We operate in six clearly defined market scctors:

&) Business & Industry
We are the world leader in providing a
wide range of consumer-tacing foodservice
solutions 10 people at their place of work.

Fine Dining

We have an unrivalled reputadon for fine
dining in corporate boardrooms and w
prestigious social and hospitality events
around the world.

80 Healthcare & Seniors

A1 = e L
I'his is the most sophisticated and
demanding market in which we operate.
Success requires the highest standards of
customer service and food satety plus a
detailed understanding of the nutrinonal
needs of those we care for.

A0 Education

From nursery schools to the world’s
most prestigions universities, we ofler
tasty and nutrittous food for tomorrow’s
healthy generations.

4 Sports & Leisure
From local museums to the most imous
sporung and iconic cultural venues, we
provide foodservice sotutions for consumers
and corporate events.

<) Defence, Offshore & Remote sites
In difficult and often mhaospitable
cnvirenments we provide an integrated
range of foodservice and support services on
oflshore oil and gas rigs, major construction
sites and at remote mining locations,

Where there is a demand we can also offer
vending across any of our six markel scctors.

Vending

An integral part of the food and heverage
aperation for most modern organisations.
We provide high quality and innovative

vending solutions for customers across the
USA and Europe.
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Global reach

Our aim is 1o be the premum eperator
in the global contract catering and

suppart services markets.

North America
USA
Canada

Rest of the World
Latin America
Argentina

L | —
Group North America

Continental Europe  United Kingdorm

N
Rest of the World

Split of revenue

£4,290m

2005: £3,761m

Group revenua

£10,815m

2005: £10,073m

Split of revenue

£2,863m

2005: £2,830m

Solit of revenue

£1,705m
2005: £1,500m

Split of revenue

£1,957m

2005: £1,982m

Total operating profit*?

Split of operating profit* Split of operating profit* Split of operating profit* Split of operating profit”

UK et et B £508m £246m  £169m £115m £55m
I}imimll;ll‘ml}gf]nT . gnlnmll{w'[a 2005: £496m 2005: £218m 2005; £169m 2005; £114m 2005; £53m
cpublic of lrelan ‘osta Rica
P Mexice .
Continental Europe Peru ';:thgw“ based oln con:mug\g olp;fanons,foogs ligures are restated 16 IFAS.
Austria Veneruela mn:::ﬂ:::;p;::t:luams and including profit of associates.
Belgium
Croatia Middle East
Cyprus and Africa y -
Czech Republic Algeria AN - o Som e e
Denmark Angota AR s =
Estonia .-\zfrh;li_iun é?\ibt'dm o F . ‘:," he
Finland Botswana i) 4 PEEN . K ST, -
France Lyt (\V\A\t‘«(! . : - e
Germany Gabon -E ¢ -2 et N _‘/,JV
Greece Ghana - Cdl | 5 T
Hungary Isracl / \-\\\ ’% T, e
Iceland Kazakhsum - N g2y - * W
ltaly Malawi [N . kI
Kosovo Mali ; - N P
Lavia Mozambigue . AL ST
Lithuania Namibix \ i i ~
Luxembourg Nigeria T, . K
Netherlands Oman N N ~. -
Norway Qarar _’t Ryt L N .
Poland South Alrica . X - 'i*_]
Portugal Sudan . N - H N
Romania Turkey )
Slovikia UAE .
Spain Zambia AN .,
Sweden \ -
Switzetdund Asia Pacific . o LIS
Austradia - . * ~
Bungladesl , P y
China / : [ - ’
Last Timor ' - e \‘
Hong Kong [ i Iss
fndia T <
[ndonesia i [
Japan e
Malaysia
Mongnlia
New Zealimd
Papua New Guinea
Philippines
Russia
Smgapore
Thaland
. . Operuing AMrket secuor Operating Markel seetor
SeCtOF Operatlng CompanleS ('n}mpmlyk and region ('c)]mp.‘m’\'b and region
Unrivalicd expertise from sector-leading brands., )-0, @ @ @ @ @ T @{\ @ @
) ) ) . Eurest = Chartwells &
We are unique in having a sector-focused
ki ac Ve r speciadised se 5 .
'1ppm'mll.1)m Sltf\t,l;])p‘lllg? s‘pf udllm d “Tnlllll‘u[:l.h ‘ BON APPETIT @ @ @ @ @ @ @
to our clients’ foodscrvice and support services  sersarerse cannans QO SCOlar‘eSt i

needs. Tor our clients this has the benefits of
giving them access to unrivalled experience,
tailored solutions relevant to their specific
needs and specialist employee skills,

Where there is suflicient marken density in
a country we have a pordolio of companics
that operate in specific market sectors

¢.g. Eurcst in Business & Industry:

In countries that do not yet have critical
mass we have a single operating company
providing multi-sector solutions e.g. Onama
in ltaly or Seivo in Japan.

Restauerunt Rssociates G_O @ @ Lﬁym @ Q-O @
mst. SB80® ESS 0oeeee
Al Ja
o 5 2 NG
& North America @ Conti 1E
Cottall 5 Sum, Qumma
=) D& a9s sevo roop svstemsnove Xy S5 A L, 69

o
oNAMA
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Chairman’s statement

Our priority 1s to manage your business
with the creation of shareholder value
firmly at the top of the agenda.

Delivering greater
shareholder value

Sir Roy Gardner Chairman

I was delighted to take over as Chairman

of Compass in July: This is a good business.

We have a significant presence in the countries
and sectors in which we want to trade. Our
people are passionate about what they do and
are proud to work for us. We also continue to
achieve excellent levels of contract retention
demonstraung that we have a sausfied client base,

These are solid foundations on which to build.
Our priority now is 1o create value for
shareholders.

During the year we took the actions necessary
o improve our future performance. We have
sireamlined and reshaped the management
team to better reflect the needs of the business.
We have improved financial discipline and
governance right across the Group, giving

the Board much better visibility as to the
performance of the business.

[n_June we sald our travel concessions
husiness, Select Service Partner ('S8PY, for

£ 1.8 hilhion. This disposal will enable us

to focus on our contract catering operations
and exploit the significant growth opportunities
in support services.

In November we announced our plan to

sell our European vending business, Sclecta.
As the business derives only 9% of its revenue
from our contract foodservice clients, it is not
a core part of our operations.

These actions provide the basis for improving
Our strategy I returns to shareholders.

Focused on our contract Strategy ] o
I'he creation of shareholder value is our priorty.

Contract foodservice oflers atiractive and
sustainable growth potential which, allied 10
support services, represents our core activities,

foodservice business.

Growing our support

services busmess. ‘The business nmodel is sound and our focus now
is on better executing our strategy to deliver
Commitwed (o qi\'inq our sustainable growth and profits. We will do this

by growing our business in a more disciplined

-ustomers superior bevels 50 ' .
customen Ul) ot h \('lk’ \\'ay_. CDn[l“u]ng jLa) gl\'e OUT customers Sllpcnor

of service. levels of service whilst being focused on driving
‘ ) cost efficiencies for the shared benefit of our
l'(_)(‘USlI]g‘ on Cll'l\'lng‘ cost customers, shareholders and employees.

cfliciencies.

U, -
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Returns to shareholders

The Board is propesing a final dividend of

6.7 pence per share for payment in March 2007,
bringing our fult year dividend to 10.1 penec,

a year-on-year increase of 3%. Whilst we
remain committed o growing the dividend in
real terms, our objective over the medium term
is to move the dividend cover more towards the
two times level

In June 2006 on completion of the sale of

our travel concessions business, SSE, we
commenced a £ 500 million on the market share
buy-back programme. As of 30 September 2006
we had purchased shares for cancellation to the
value of £149 million.

Once the planned sale of Selecta is completed,
our aim will be to achieve a balanced usc of the
net proceeds and this will include an extension
of the current share buy-back programme.

Management

Since becoming Chairman T have looked at the
management skills needed to meet the future
needs of the business. I have begun a process
of re-invigorating the Board.

During the year Sir Francis Mackay, Chairman,
and Michacl Bailey, Chiel Exccutive, left the
Company. On behalf of the Board I would like
to acknowledge their role n establishing Compass
Group as the global leader in contract foodservice.

In June we appointed Richard Cousins,
previously Chief Executive of BPB plc, as
our new Group Chicl’ Exccutive. Richard’s
track record in operational management,
business transformation and the ercation of
sharcholder value s already been invaluable
in mapping out the Group’s future strategy.

In December Val Gooding will step down
from the Board after seven years. On behalf
of the directors I would like to thank Val for
the ecnormous dedication and commitment
she has shown to the Group.

Peter Gawdron, who has been a member of

the Board since 1993 and is currendy Deputy
Chairman and Senior Independent Director,
will retire from the Board at the Annual General
Meeting in February. 1 would like to thank Peter
on behalf of the Board for his outstanding

contribution to the Group and on a personal
note for the support he has given me since
taking over as Chairman.

[ am delighted to welcome two new additions
o the Board. Sir Inn Rebinson, formerly
Chiel Executive of Scottish Power and
currently Chairman of Ladbrokes ple
(formerly Hilton Group plc) and a Director
of Siemens Holdings ple will join the Board
as a non-executive director on 1 December.
His experience of developing international
businesses will be enormously valuable to us.

Gary Green will join the Board as an executive
director on 1 January 2007. He has been at
Compass for over 20 vears and has successfully
led the development of our business in North
America since 1999.

Corporate governance

The way the Group is managed has been a
matter of concern for sharcholders. During the
vear [ have taken a number of decisive steps to
improve corporate governance. YWe have put in
place more robust centralised controls to ensure
cffective decision making. I have also established
a sub-committee of the Board to focus on
corporate responsibility. Its terms of reference
include looking at all aspects of business
conduct, safety, health and environmental
management and responsible business practice.

United Nations

This has been an unfortunate episode in the
Group’s history. The Board has instituted a
number of changes to control procedures as a
result of the lessons we have learned. In March
2006 two competing food companies brought US
lawsuits totalling some {600 million against ESS,
Compass and various ESS staff. Though these
claims would have been resolutely defended we
deaded that 1t was in the best interests of the
on-going busincss and sharcholders to settle
these claims without prolonged litigation.

In Octoher, with no admission of legal liability,
we reached final setdement of all claims for less
than £40 million. We continue 10 cooperate

fully with the relevant UN and US authorities

in their on-going investigations.

Our people
This has been another tough vear for our
people. They have supported one another as

we have taken the actions necessary to improve
our performance and restore our reputation.
They have also acted professionally to produce
the highest level of customer service, On behalf
of the Board T want to record our appreciation
of their continued dedication and commitment.

Outlook

The results we have reported for 2006 are a
benchmark front which 1o measure our future
performance. Fundamental changes have been
macle during the year, including new leadership,
a comprehensive review of the business, and
establishing clear strategic priorities for the
future. We have improved financial discipline
and governance across the Group and we are
now well placed to leverage the significant
oppertunities our global platform gives us. These
actions will, in the years ahead, improve our
performance and deliver value for sharcholders.

Us Gpim

Sir Roy Gardner
Chairman
29 November 2006

Full year dividend
SRS L e e D
et [ S .\;:/C

Sale of SSP

e —

[ERNEEIN

(RN

Compass share price performance
vs FTSE 100 2006

«—=— Compass Group
300 — FTSE 100 Index

280 .

w | Poior”

240

220 WW
200

180

160

30/09 3011 3101 0D 31/05 31707 29709
2005 2005 2006 2006 2006 2006 2006

The FISE 100 index has been rebased (o the Compass
Group shire proce on 30 Seprember 2005 {206.25 pence).
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Thinking and acting
like one business

Chief Executive’s statement

Our objective is to maximise sharcholder
value through delivering profitable and
sustainable growth in our chosen markets.

Richard Cousins Chiel” Exccutive

N

Profit drivers

We are {ocused on two elements
of the income and expenditure
account — revenue growth and
cost clliciencies.

Revenue growth

marketing

Client sales and

Consumer sales
and marketing

A4

v

(Grediediiganc afperiognaucol
cluvesishatebholdegvaltel

FaN

Cost efficiencies

Fay

A

Food costs

Unit costs

Above unit
overheads

First impressions

In my first three months I visited 15 of our
largest countries and received presentations
on a further 30 key markets. It is clear to me
that our customer service is excellent and that
our people are committed and passionate
about what they do. We have strong client
relationships and market leading positions

in our core markets. We also have a global
footprint that should enable us 1o leverage
our scale and expertise to develop growth for
the future.

Hence my conclusion 1s that fundamentally
this is a good business with a sound strategy.
However, the model has been a litde
overstretched and in some parts of the world
governance and control have been lacking,
We therefore need to create a more intensive
performance culture, This implies the need
to support customers locally but asking our
managers across the world w operate within
simple global frameworks. We seek intelligent
top-line growth and a more disciplined approach
to reducing our global cost base,

Very simply we need o build on our strengths
and correct our weaknesses. We have to create
a management and performance culture that
has at 1s core the delivery of profitable growth
to maximise sharcholder value. Aligning the
business around this single unifying objective is
the prionty for me and my management team.

Business strategy

"To he successful we must deliver the highest
quality and performance, whilst relentlessly
driving to be the lowest cost, most eflicient
provider. Our focus going forward will be

on the creation of real shareholder value
delivered in a disciplined and sustainable way.

At the moment we trade in too many countries
where future growth prospects do not offer
adequate returns. Over the next 12 months we
will reduce the number of countries we operate
in to 60-65.

Our core business will remain contract
foodservice. We are focused on 1t and excited
by the opportunity. The market s some
£150 billion in size and, with outsourced
penctration still at around 50%, our markct
grows at about 3% a year.
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There is clearly a growing trend amongst some
clients to source catering and other suppuort
services, such as cleaning, from a single provider.
This market, including catering, has a value

of around £700 billion, and with circa 35%
owssourced, growing at around 10% a year,
Support services already account for around
10% of our revenue and we are ideally placed
to leverage our existing client relationships to
ofler them integrated food and support services.
We will only do this, though, where 1t makes
sense and enhances value for shareholders.

Oflering clicnts an imegrated foodservice and
vending solution has been a key competitive
achvantage in North America. Our European
vennling business, Sclecta, though highly
profitable, only has 9% of its revenues with our
contract foodservice clients. We have decided
that this business 1s not a core part of our
operations and will be sold. We will continue to
offer European clients an appropriate vending
solution when they require it.

The sale of Sclecta following other disposals
(such as SSP, Moto and An Bon Pain) and the
graciual withdrawal from a number of small
countries will mark the end of a phase for
Compass. From this new, tighter core Compass
will be able to grow in a sustainable way. Capital
expenditure, which three years ago exceeded
£300 million a year will, for the next two-three
vears be held an circa 2% of revenue a year.

Profit drivers

Our objective over the next two-three years will
be to drive disciplined profitable growth with the
focus more on organie growth and much less

on acquisitions. Within that philosophy we will
drive performance by concentrating upon five
simple profit drivers:

Client sales and marketing: winning new
business ts, and will continue to be, a clear
strength for Compass. However, as we improve
discipline and focus on unit margins, organic
growth rates may, for a period, slow a litde
before increasing back to trend rates. We will
work closely with clients to deliver like-for-like
revenue growth secking to balance the needs
of value for money, cfficiency and a fair reward
for a joh well done. In the medium-long term,
we will work harder to demonstrate to potential
clients the benefits of outsourcing,

Consumer sales and marketing: we will scek
a more innovative approach to our consumers
improving the quality of our offer, restaurant
designs and point of sale displays. Like-for-
like volume growth will be an important key
performance indicator and where we face
nflationary cost pressures we will seek
reasonable price increases.

Food cost: we spend over £3.5 hillion a year
on food. Cur objective must be to procure the
optumal quality and range ol food to meet

the needs of our customers at the lowest cost,
This means having an efficient supply chain
that leverages our scale whilst being much more
disciplined about rationalising our supplier and
product base. Driving in-unit compliance with
approved purchasing lists through a much more
systematic approach 1o menu planning and
portion control will be critical.

Unit costs: we spend nearly £6 billion a year on
unit costs. We will work closely with clients and
employees o improve labour scheduling and
efficiency and to reduce unit overheads.

Above unit overheads: we tose too much of
our unit profit to overheads. We need a simpler
madel with fewer layers of management and
less burcaucracy. This year we have achieved
our target of £50 million of overhead savings
and arc secking a similar reduction once again
in 2007. Thereaficr, the drive for overhead
efficiency will continue.

Focus on management and

performance {{ MAP?)

I have dismantled the divisional structure so
that we have greater visihility of the underlying
performance of local businesses. New monthly
reparting processes and regular business reviews
with country management teams will ensure
that all of us are constantly focused on the same
things. As part of this process the five profit
drivers outlined previously are being
orchestrated into a global performance
framework called *MAP'. Local managing
directors are empowered 1o run their business
within clearly defined corporate governance
rules and MAP.

The actions that have already been taken w
improve financial discipline and governance
are focusing management on value creation.

There are three simple questions that managers
at all levels in the business are beginning to use
in their decision making, Does it fit with our
strategy? What are the risks and rewards?

Daocs it create value for sharcholders?

Through creating a performance-driven culture
we are increasing the focus and intensity with
which we manage the business to deliver value
for sharcholders.

Conclusion

2006 has been a transitional year for
Compass against which we can benchmark
our performance.

By stepping up the intensity with which we
manage the performance of the business,

and with a disciplined focus on the key profit
drivers, we are well placed o ereate and deliver
sustainable sharcholder value.

i) G

Richard Cousins
Group Chiel Executive
29 November 2006

Effective decision making

To help us make the nght uperational decisions,
we use a simple process that confirms value
genuinely exisis,

Does it @it vith our strztogy?

What ara tive risks znd rowards?

Does it create value for shareholders?
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The results so far

Delivering on a
grand scale.

Sector: Sports & Lelsure

From pretzel stands to fine dining restaurants,
from the world's leading eoliral venues 1o
icanic sporting locations, cating and drinking
is an essential part of the visitor experience.
Weare the leader in food service solutons
from up-seale corporate hospitalivy 10 grab
anel go concession studds with the capabilities
16 cater for 100 or TOOGOU visitors.

Adthe Charlote Bobeats Avenicswe have
developed o range of offers o meet the
necds of over 12,000 haskethall Fans.

Operating review

North America

Our business in North America has had
another excellent year as we continue to
leverage the leading positions we have
established in each of our chosen market
sectors.

Market pesition and trends

Through our portfolio of specialist operating
companies we are the largest contract
[oodservice company in the USA and Canada.

The largest market in the world, North America
remains a significatt opportunity with around
H0% contractor penetration. The most attractive
future growth opportunities are in Healiheare
and Education, where less than 40% of the
market is outsourced.

In Business & Industry despite the relative
maturity of the market there are sull significam
opportunities to drive volumes and spend per
head through product innovation.

Healthy eating is the dominant consumer trend.
Concerns over obesity and the composition and
provenance of foods are continuing to drive
consumer purchasing habits. Balanced Choices
is our global healhy eating programme designed
o help consumers make the right choices for
their chosen lifestyles, Using iconography on
wieny cards and packaging, allied to healthy
cooking techniques such as grilling as opposed
to frying, consumers can seleet from a range

of options low in salt, fats and sugar. Over

700 of our accounts in North America arc

now implementing the Balanced Choices
Programme and we have rained over 2,800 of
our chefs and unit managers to the required
operating standards.

Overview of the year

Organic growth was 2% fuelted by stgnificam
new business gains across all the sectors.
Contract retention for the vear was 96% with
muajor renewals including a five-vear extension
o Morrison’s cotitract with BJC Health System
worth $47 million in annual revenues and a
10-year extension to Chartwells” contract with
Florida Adantic University worth $9 mitlion in
annual revenues.

We continued 1o focus on profitability
and working capital management to drive
improvements in return on capital employed.

We also completed the acquisition of
1the remaining 51% of Levv Restaurants for
8250 mllion.

Canteen, the world's largest route vending
compary, completed the rollout of is [-vend
route accountability and cash contral system
which is reducing shrinkage and improving
labour efficiency,

Product and service development

During the year 203 senjor exccutives have
been through an miensive two-day training
programme, Managing for Value, designed

to develop their strategic thinking and improve
cash management and return on capital
cemployed in their businesses.

As part of our commitment to tackling
childhood obesity we have developed a
nutritional awareness programme, ‘fat, Learn,
Live’, specifically for our Education sector,

It encourages healthy eating through helping
students gain a better understanding of what
foods to cat, the health benefits and the link
between good nutrition and academic
atrainment,

We have signed an exclusive 10-vear agreement
with the Dieticians of Canada as sponsor of the
Nauonal Nutrition Month which has as its focus
tackling childhood obesity,

As part of our commitment o sustainable
sourcing, in March we announced a change

to our seafood purchasing policy with a
commitment to buving one million pounds of
sustainable scafood annually (this accounts for
around 20-25% of our total seafood purchases).

Qutlook

In 2007, we expeet to sce continuing good
revenue growth but at lower levels than
those seen in 2006.

North America contract gains

Bon Appétit Management Cowpany and Chartwells
tuwe won a tive-year contract with Duke Universiy
waorth $10 million in annuaal revenues.

Morrison and Canteen have won a 10-year contract
with the State University «f New York Health Sciences
waorth §7 million in annual revenues.

In Canada, Eurest won a live-year contract with
the Ontario Science Centre worth $3 million in
annual revenues.

Split of revenue

£4.290m

2005: £3,761m

Split of operating profit”

£246m

2005: £218m

* Before exceptional items and including profit of associates.
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Targeting growth
industries with innovative
products and services.

Sector: Business & Industry

LEmployees want foodservice offers a their
place of work that deliver the choiee, quality
and value for money available on the high
strect. For our clients o growils indusirics

such as financial services, legal and I'T we

are developing innovative new products and
services that respond 1o the needs of discerning
consumners for all-day dining and healthy Cé(firlé_.t

Operating review
continued

Continental Europe

Trading remains challenging reflecting the
on-going weakness of a number of Continental
European economies. We are focused on
improving the performance of poorer
performing countracts and on restructuring
country management teams to create a robust
platform for sustainable growth in the future.

Market position and trends

The contract foodservice market in Europe has
an approximate value of £43 bithon and with
outsourcing at below 30% represents an exciting
opportunity. We have established strong positions
in all the major Continental European markets.
Where there is sufficient market density we are
scctorising the business o better tailor our offer
tor the specific needs of clients.

In the most developed markets, as in the UK
and North America, the rend, particularly in
Business & Industry; is moving away from client
subsidy to profit & loss and fixed price contracts.
In response we are adopting a more retail
oricnted approach to drive consumer volumes
and spend per head.

‘There is growing consumer interest in healthy
cating. Qur global programme, Balanced
Choices, is being introduced across Europe
and is being well received by both clicats and
CONSUIMeEers.

Overview of the year

Organic growth was 2% with {lat operating
profit in line with our expectations and reflecting
the continuing weakness of a number of major
economies. We saw strong growth in the Nordic
countries as a result of the continuing strength
of the oflshore oil and gas secior and in Spain
with douhble-digit growth in both the Education
and Healthcare sectors as well as significant
growth in the senior living market.

In Germany we saw some modest organic
growth but a significant improvement in the
operating margin, particularly in the Business
& Indusiry sector. In France, Switzerland and
the Netherlands the actions taken by the new
teadership tearns to simplity the management
structure and the adoption of a shared services

approach has stabilised the business and resulted
in improved performances. In Taly and Portugal
we have put in place new management teams
who are restructuring the business to reduce
operating costs.

Product and service development

In Trance, working in partnership with
renowned Michelin starred chef] Yannick Alleno,
we have launched a new brand, “Millessenee’,
targeted at corporate hoardrooms and the

Fine Dining sector.

In Healthcare, Medirest has introduced wo
new conceps in the Nordic countries, “Meals
for Life’ has been devcloped specifically for

the residential and long-term care markets to
respond to the demand for healthy, nutritious
and high quality food prepared o the very
highest food hygiene and traceability standards.
“Your Private Chef” is targeted at meals-on-
wheels customers to offer a wider choice of
appetising and nutritious meals. We have also
ntroduced steam technology in Sweden and
the Noorlands University Hospital contract,
which is being mobilised during January, will
be the largest to wilise this revolutionary sicam
technology in Continental Europe.

In Germany and the Netherlands we have
introduced programmes to reduce absenteeism
and labour turnover through increasing
employee loyalty and satisfaction.

Int sports stadiums and arenas in Germany we
have begun using biodegradable corn cups as
oppused to plastic. These environmentally
friendly cups use 35% less fossil fuel to produce
and are completely compostable.

Outlook

In 2007, we expect to see similar levels of overall
revenue growth as we continue to be selective en
new business. With the significant reorganisation
activity undertaken in 2006 we would expect to
hegin to see some margin progression.

Continental Europe contract gains

In Norway, ESS won a five-year contract with Statoil
for four site camps, worth over €18 million a vear in
annual revenues.

In Germany, Eurest won a new contract with Moterola
with annual revenucs of €3 million.

In Italy, Onama won new contracts with Bergamo
Haspital and 3rd Age Housing in Turin with cambined
annual revenues of €4 million.

Split of revenue

£2,863m

2005; £2,830m

Split of operating profit*

£169m

2005: £169m

* Before exceptional items and including profit of associaics.
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Maximising the value
of healthy eating,

Sector: Healthcare

We are constantly looking for new ways 1o
help hospital patients cat better. At London’s
Charing Cross Hospital we are using
revolutionary steam technology o deliver

a wider choice of appetising and nutritious
meals that aid their recovery: Patdents are
cating 36% maore food and food going to
waste has reduced by one third.

Operating review
continued

United Kingdom

The stabilisation of the UK business is
progressing well under a new leadership team.
The introduction of a simplified and more
focused business model will underpin the
delivery of improved financial performance,

Market position and trends

We are the leader in contract foodservice
in the United Kingdom and have market
leading positions in many of the seciors in
which we operate.

Across all the sectors there 1s increasing demand
from customers for options that promote healthy
eating, In the Education sector we have been

at the forefront of helping schools meet the
Government’s new standards for school meals.
Over 60% of the contracts we operate already
mect the 2008 nutrient standards and exceed
the guidelines on fresh fruit and vegetables and
meat and portion sizes. We have also launched
a ‘Putting the Fun into Food” Programme to
raise the profile of healthy cating in primary
and secondary schools.

In Business & Incustry the trend away from
client subsidy to protfit & loss and fixed price
contracts is continuing, Meal times are
shortening, with the average lunch break
now less than 30 minutes. There is also a
marked trend towards all-day snacking

and this is increasing the demand for

‘grab and go’ products,

Overview of the year
Owr priority has been to start stabilising the
business and build a firm foundation for future

growth. We have made good progress in creating

a more robust contract base by renegotiating or
exiting poorer performing ones. The impact of
these actions has been offset by new contract
gains enabling us to achieve a simitar level of
financial performance to last year,

The Education sector has again heen
challenging as we have responded o the
Governiment’s drive to improve school meals.
There are now clear signs that this sector is
beginning to stabilise and during the summer
we won new contracts in Reading, Sheffield,
Kent and West Sussex,

In May we appointed lan El-Mokadem,
previously Managing Dircector of Onetel,
to run the UK business. He has a wealth
of experience in business strategy and in
consumer and retail markets, which will be
invaluahle as the business responds to the
trends in the marketplace.

Product and service development

As contract structures move onto a more
commercial basis and client subsidies reduce,
we are continuing to invest in developments
that extend our product portfolio to meet
customer necds and drive efficiencies.

Using innovative steam pressure technology 1o
cock appetising and fresh food quickly while
preserving the nutritional content, is generating
new growth opportunities in the Education,
Healtheare and Business & Industry sectors.

Though not a substitute for traditional
production kitchens it provides a high-quality
and cost-effective alternanve for schools wath
neo hot meals service. In West Sussex Scolarest
has won a contract with the County Council 1o
provide meals tor 238 primary schools as they
transition {rom a packed lunch to hot meals
service. When fully mobilised we will provide
over four million meals a vear.

In Healthcare one of the challenges for NHS
Trusts is to provide high-quality nutritious
meals that increase patient satisfaction and aid
recovery. Utilising steam technology Medirest
is able to offer clients and patients a morce
extensive cholee of hot meals cooked to order
at ward level. We are currently supplying over
103,000 such meals a day across 30 hospitals,
To meet demand we have developed a ‘Cuisine
Centre” in St Albans capable of producing
35,000 meals a day.

In Business & Industry steam technology is a
cost-cflective option at client locations where the
number of on-site stafl’ would not commercially
justify a tradidonal meal service.

Outlook

We expect business to remain challenging in
the UK in 2007, particularly in the Education
sector. We will, however, continue to simplify
the business to generate cost efficiencies and
focus on improving the margin, particularly on
paorer performing contracts.

United Kingdom contract gains

Medirest secured a seven-year contract worth over

L9 million in annual revenue 1o provide full hotel services
at two hospitals in Merseyside for the St Helens and
Knowsley Hospitals Trust.

Scolarest won a new contract with Westninster Ciry
Councll worth over £2 million in annual revenue to serve
over 14 million meals annually at 39 primary and two
secondary schools.

Leith’s won a [0-year contract w provide full catening
services for Beaulien Enterprises Lid, worth £1 million
a year in annual revenue,

Split of revenue

£1,957/m

2005: £1,982m

Split of operating profit*

£115m

2005: £114m

* Before exceptional items and including profit of associates.
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Understanding idividual
needs, all over the world.

Sector: Defence, Offshore & Remote sites
For people working on offshore o1l and gas

rigs and remoete construction and niming sies
a hot nutriious meal, a clean bed and a freshly
lnundered uniferm are vital “home” comlorts.

We recognise the importance of these basic,
hut essential, needs. That’s why we go 1o the
encs of the carth, literally: to deliver the
highest levels of customer support and service,
Most miportantly of all we need w do it safely
and with consideration for the environment.

Operating review
continued

Rest of the World

Organic revenue growth was driven by strong
performances in Australia and Latin America
as a result of the buoyant offshore oil and gas
and remote site mining sectors. We completed
the planned exit from our Middle East military
catering operations and continued to exit the
high street retail restaurant market in Japan.

Market position and trends

The contract foodservice market wnn the Rest
of the World has an approximate value of
£47 billion with outseurcing a little over 50%
but with significant opportunitics remaining
in the Education, Healthcare and Defence,
Oftshore & Remote sites sectors.

Over the last 10 years we have established a
presence in those countries that offer attractive
current and future growth prospects, During this
time we have established leading positions in
Australia, Japan, Asia and Latin America and
have clients in over 40 countrics.

In the more developed markets, such as
Australia, we have begun to sectorise our offer
to respond to the specaific requirements of
clients in the Healthcare and Fducation sectors,
In markets such as China and India we are
continuing o ensure that our business is

well placed to respond and benefit from the
projected growth of these emerging cconomies.

‘The trend towards healthy living 1s continuing
and we are adaptng our global healthy cating
programme, Balanced Choices, to meet the
different culturaj and culinary requirements of
our consumers.

Qverview of the year

We saw organic growth across all sectors up
13% overall. The Defence, Offshore & Remote
sites sector grew by 24%, as a result of strong
performances in Australi and Latin America,
and now represents 35% of the Rest of the
World business. In Japan we are continuing
our planned exit from the high street retail
restaurant market and this held back organic
growth to 4%.

We have seen good profit growth in Australia
and other countries with remote site operations
reflecting the buoyvancy of the oil, gas and
extractive industrics. Overall operating profit
for the Rest of the World has been held back
in part by the impact of the nationalisation of
the extractive industry in Venezuela following
a change of government,

China offers significant future growth prospecs
and we are very pleased with the development
of our business in this important market. During
the year we won contracts with Nokia, Bayer
Polymers, Tianjin Denso Electronics and
Foxxcon International. As planned we have

now completed our exit from military catering
operations in the Middle East.

Product and service development

Health and safety is the number one priority
for us and our clients in the Defence,

Offshore & Remote sites sector, In Australa,
we have launched the ‘Compass Care” initiative
to promote excellence i health and salety
management and to facilitate the rehabilitation
and return to work of 11l or injurcd employees.

In Japan, we are responding to our clients’
increasing focus on the management of
their environmental impacts by increasing
the number of our units with ISO 14001
(Environmental Quality Standards)
Accreditation. We now have 360 of our
units achieving the required standards.

Also in Japan our ‘Dessent Forest” menu
development trial designed to boost sales by
encouraging customers to select an additional
itemn has resulted in a 3% increase in sales.
The programme will now be rolled out across
all our Business & Industry operations.

Outlook

In 2007 we would expect 1o see more moderate
revenue growth but would now expect 1o begin
t0 See some margin progression.

Rest of the World contract gains

In Australia, we have heen awarded a five-year contract
with the Sydney Central Garrison Support worth over
AS30 millicn in annual revenues,

MMedirest in Australia has won contracts for three years
with Jewish Care and Masonic Homes with combined
annual revenues of AS7.5 million.

In China, Eurcst has won three-year contracts with

Yew Chung International School of Shanghai Gubei
and Hemggiao Campus and the Beijing Internadonal
Singapotrean School.

Split of revenue

£1,705m

2005: £1,600m

Split of operating profit*

£55m

2005 £53m

* Before exceptional iems and including profiv of associates,
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Working with local
producers, wherever
they are in the world.

Sourcing food responsibly

We recoguise the importance of working
with supplicrs in emcerging markets to huild
sustainable supply chains That is why we

are working with Iocal producers 1o tmprove
their skills and producton capabilities o help
them develop new markets and support their
local community.

We have invested 0.2% of our revenues from
Angola in local community projects and are
working with the Quengucela community project
to source vegetahles and eggs fur our sites,

Acting responsibly in business

Acting responsibly is not new to Compass.
We believe that meeting stakeholder
expectations is an essential building block
for business sustainability and growth in
shareholder value.

Governance of social responsibility

Our traditien of encouraging local ownership
provides a firm foundation on which to build.
We believe there is more we can do and have
this year set up a Corporate Responsibility
Committee, chaired by Sir Rov Gardner.

Its remit is to provide strategic direction and
guidance on all aspects of business practice
and responsibility ensuring consistent
implementation everywhere we operate.

Solid foundations to achieve

industry leadership

In 2006 we have taken steps to improve our
environmental, social and cthical performance.
We have put in place “Speak Up’ lines so that
our employees can raise any concerns about
how we conduct our business on a confidential
basis. Most significantly, we have reviewed the
values that are at the heart of Compass. They
guide us on how we conduct business regardless
of where we are in the world. Our values are
Openness, Trust and Integrity; Passion for
Quality; Win Through Teamwork; Can-Do
and last, but not least Responsibility, a clear
commitment to embedding responsible business
practice as part of our culture.

To help focus our attention we have also set out
a clear framework of responsibilities that are
specific to Compass as well as those which

are common to all large businesses.

A future priority for us is to establish a commaon
set of performance indicators. This will provide
us with a means to monitor and manage
performance at a Group level complementing

existing measures at an operating company level,

Our responsibilities

Business integrity

The Compass Group Code of Ethics sets out
our social, ethical and environmenial
commitment towards cach of our stakeholders
and the communities in which we operate.
The Code is the bedrock of our corporate
responsibility programme.

Safety, health and the environment

Our number one operational priority is safety,
health and environment. We believe that each
of us at Compass Group has a moral obligation
to safeguard cach other, our customers and the
environment by operating a safe, injury free and
healthy workplace, serving food that 1s always
safe to eat and which minimises our impact on
the cnvironment.

We take our environmental responsibilities
seriously, believing that effective environmental
management is in the interests of both our
husiness and our clients in whose premises we
operate. Our Environmental Policy sets out
our commitment and our Safety, Health and
Environment Forum (SHEF) promotes policy,
sets standards and monitors best practice across
the Group.

We asked Trucost PLO to assess our
environmental performance and our key
impacts. Utilising the model used by the

British Government to select the KPls relevant
to cach secior of British industry they identificd
greenhouse gases, particularly COy cmissions
and waste as our key impacts, Next year we
will set out the actions we will take 1o better
manage our direct impacts and thereafter we
will report annually on our progress.

Diet and nutrition

As a global toodservice company we know that
we have an enormous influence en what our
20 million consumers a-day choose to cat and
drink. As such, our contribution to their dict
and nutrition is our most significant impact.

We are working closcly with our clients,
suppliers, governments and regulators across the
world to respond to the emerging public health
issues associated with obesity and diet. We aim
to provide a wide choice of menu items so that
consumers seeking healthier options to suit their
particular lifestyle are well served,

Culinary tastes vary across the globe, so

we do not aim for a consistent approach,
but rather basic principles that place healthy
caling as a primary responsibility across the
globe. Prioritics in North America will be
very different from countries in, say the
Asia-Pacific regions.
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Sourcing food responsibly Setting a course for industry leadership
The purchasing decisions we make have l

implications for food production and e
environmental sustainability. We expect our

E‘_M:.w peagooa)

Industry leadership in corporate responsibility

suppliers to have the same high social, ethical A
and environmental standards as we aspire to, Developing a leadership position
(Bl oty areameilalily e ffr Geldikerwiss S0 ese s ]
Cur people "Diet & nutrition Climate change Local community
Cur ])‘:“P]C are our greatest asset and the face Salt, sugar, fat Energy & resource Emplovee voluntecring
Compass presents to the world. We want them Obesity Fransport As an emplover
10 be mativated and engaged, we value their Sourcing Lol sourcing
diversity and are committed 10 providing them A A A
with development and training opportunities to Cenfirming our focus
fulfil their potential. We also encourage [ Cromprereits iy BELES SFRGE my F 8 TED emivensrTss ]

employee voluntecring to support the

communities in which they live and work, Safety, health Business integrity Stekeholder Supply chain Gavernance and
i and environment Employability engagement risk management
. Diversity
Community
We have a strong track record in community
. : A A A A A

engagement. Compass in the Community,
established a decade ago, recognises the best
community-based initatives from across the
world. Projects promote healthy lifestyles,
tackle social exclusion, improve employability
and promote sustainability and diversity.
Compass in the Community rewards successful
teams with a donation to support their project.

Firm foundations

How are we doing?

External recognition such as inclusion in

the Dow Jones Sustainability Index provides

a benchmark for our performance. Our
commitment 1o the United Nations Glabal
Compucy, the Percent Club and other relevant
organisations dumonstrates our infent.

In 2007, we will be preducing a Corporate
Responsibility report which will explain our
approach to managing our social, ethical,
environmental and broader economic impacts
in more detail.
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Financial review

These are the first full year results prepared
and presented in accordance with International
Financial Reporting Standards (‘IFRS’) and
comparative figures have been restated
accordingly. Discontinued operations have
been excluded throughout this review, except

where otherwise stated.

Andrew Martin Group Finance Director

The Group achieved 7% organic revenue
growth in 2006 with strong performances in
North America and the Rest of the Waorld
regions, but more difficult trading in the

UK and Continental Europe. Actions arc
underway to improve [Iinancial performance,
with continued focus on delivery of strong
free cash {low and improved returns on capital
cmploved ({ROCE’) over the medium term,
The Group has announced medium-term
{2006-2008) objectives 1o improve ROCE

by 100 basts points and to generane free cash
flew from continuing operations over the

period of £800 million- 850 millton.

Group performance
The Group’s reported financial summary for the
year encled 30 September 2006 is set out below.

Increase/
2006 2005' (decrease)

Continuing_bperations
before exceptional items

Revenue £10,815m £10,073m 7.4%
Operating profit? £508m  £496m 2.4%)
Operating margin3 4.7% 1.9%  (20)ps
Profit hefors: ax

- underlying? £363m  [3Hm 5.5%
- reported £3Mm 34w 9.7%
Free cash {low £265m  [227Tm  16.7%
Basic carnings per share

- underlying 11.4p 10.49p 4.6%
= reported 11.7p 10.7p 9.3%

Total Group after
exceptional items
Basic. earnings per share 13.3p Wi 47.H%
Dividend per ordinary share 10.1p Wip 3.0%

! Prior perind figures have been restated from
UK GAAP w IFRS.

2 Includes share of profit of associates.

4 Lxcludes share of profit of associates.

4 Underlying profit hefure tax and basic earnings
per share excludes exceptional items and inceme of
L£11m (2005: charge £{3)m) in respect of hedge
accouming ineffectivencss, and basie, carnings
per share: excludes these items net of tax,

Discontinued operations

On 15 June 2006, Compass completed the
sale of its travel concessions catering business,
Select Service Partner, including Creative
Host Services in the US {together, *S5P),

for net consideration afier transaction costs of
£1.798 million, S5FP's revenue and operating
profits in 2005 were £1,804 million and
L112 million respeetively on an 1IFRS basis.
During the period, the Group also completed
the sale of its European Inflight catering
business for net consideration after transaction
costs of £65 million, the RA Patina public
restaurants business in the US and the

Strand Palace Hotel in London for a total of
£85 million and a number of other small travel
eoncesstons related businesses for a total of
£7 million. The revenue and operating profits
of these husinesses in 2005 were £ 342 million
and £12 million respectively,
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The resubts of all these businesses are treated
as discontinued operations and are therefore
excluded from the results of continuing
operations in 2006. The 2003 resulis have
been restated on a consistent basis. The results
of the Selecta vending business are reported
within continuing operations.

The Group has completed the withdrawal from
its Middle East military catering operations.
The revenue and operating profits before
exceptional items in 2005 from these activities
were £175 million and £34 million respectively.
The results of these operations are also treated
as discontinued operations and are therefore
excluded from the results of continuing
operations in 2006, The 2003 results have

been restated on a consistent basis.

The Group uses the following key performance
tndicators 10 measure progress wowards objectives.

Key performancg indriEalors:

Organic revenue growth % %
ongmic revenue groeswth is calculated

by adjusting for acquisitions (excluding

urrent vear acquisitions and including

afull year in respect of prior year

acepuisionsy, disposals (exeluded from

both years) and exchange riate movements

(transhating the prior period at the

current period exchange rates)

Operating margin A 4.9%
befure the Group's shire of protic

of associates

Earnings per share

excluding inance costs in respeat
of hedge accouming ineffiretiveness,
netof tas

1L4p  109p

Capex as a percentage

of revenue

gruss capital expenditure: (including
intangible assets and assets acquired
uncker lnance leases)/ revenue

2.3% 2.8%

Free cash flow £265m
comprises net cash from operting

activities. purchase of property, plant

and equipment and imangible assets,

less proceeds from sale, dividends paid

to minority interests, dividends received

from ussociates and interest received

£927m

Return on capital employed 10.7% 10.7%
totid vperning profit excluding the

Group’s minority partner’s share

net of tax/average capital emploved

(ner debt added back 1o net assets)

All KPIs are caleulated hefore exceptional
items for continuing uperations only.

Revenue

Onerall, the Group delivered revenue growth
of 7% on a reported basis, 6% on a constant
currency basis and 7% organic growth
(previously referred o as like for like growth).

The main factors that affected the period on
period change in revenue are summarised below:

Continuing operations %
Chganic growth 7
Acquisition and disposal adjustiments 1))
Movements in transhuion rites |
Reported growth 7

The tahle below sets out organic growth by
sector for each geographic segment. Organic
growth is calculated by adjustng for acquisitions
(excluding current vear acquisitions and
inclucking a full year in respect of prior year
acquisiions), disposals (excluded from both
years) and exchange rate movements (translating
the prior period at current period exchange
rates), and compares the results against 2003,

- Group
Continuing  na CE UK ROW  total
operations £ % Y% % %
Contract:

Business &

Indusiry 12 1 0 9 5
Healtheare 12 3 2) 13 8
Education 11 0 4 14 6
Sports &

Leisure 26 7 2 P4 14
Delenee,

Oitshore &

Remaote 45 18 3 24 21
Fotal Contract 14 2 i) 14 8
Vending 2 1 ] - (1}
Travel

Concessions! — 4 - (14) (10)
Total 12 2 0 13 7

b Residual tavel concessions principally comprises:
motorways in Japan and Portugal.

Operating profit

Operating profit from continuing operations

including associates is £508 million

(2005: £496 million), an increase of 2.4%.

Finance cost

Net finance cost for the vear is £134 million
{2005: £155 million} including £11 million
non-cash income on hedge accounting
ineflectiveness (arising on the revaluation of
interest rate hedging instruments that do not
qualily for hedge accounting under IAS 39)

{2005: charge £(3) million), Excluding this
hedge accounting ineflectiveness, the underlying
net finance cost for the vear is {145 million
(2005: £152 million). We currently anticipate
underlying net linance costs to be around

L1105 million-£ 110 million for 2007 principally
reflecting a full year’s henefit of the net disposal
proceeds received during the course of 2006,

Profit before tax

Prolit hefore tax from continuing operations
before exceptonal items is £374 million
(2005 £341 million) up 9.7%.

On an underlying basis, before hedge
accounting ineffectiveness, profit before tax
from continuing eperations increased by
5.3% to £363 million (2005: £344 million).

Income tax expense

The overall Group wx charge before
exceptional items for the year s £113 million
(2005: £96 million), giving an effective tax rate
of 30¢% (2003: 28%). We expect the Group's
effective wax rate o average around the 30%
level for the foresceable future.

Basic earnings per share

Basic carnings per share are 13.3 pence

(2005: 9.0 penee) up 47.8%. Excluding
exceptional items and discontinued operations,
basic carnings per share on an underlying
hasis, before hedge accounting ineffectiveness,
are | 1.4 pence (2005: 10.9 pence) up 4.6%,
Auributable profit and basic earnings por
share are reconciled below.

Attributable
profit Basic earnings per share
2006 2005 2006 2005
£m fm pence pence Change
Reported 285 145 13.3 0o 418%
Discontinued
operatjons and
exceptional items {34) 36 {1.6) 1.7
Hedge acenunting
inctivctiveness
= after tax {7) f) {0.3} 0.2
Underlying 244 235 11.4 1.4 1.6%
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Financial review
continued

Dividends

The recommended final dividend is

6.7 pence per share resuliing n a total
dividend of 10.1 pence per share for the year
(2005: 9.8 pence), a vear-on-year increase of
3. 8% over 2003, Dividend cover for 2006
was |1 tmes underlying earmngs. Whilst we
remain committed (o continue to grow the
dividend in real terms, our objective over the
medium term remains to move the dividend
cover more towards the two times level.

Acquisitions

The acquisition of the remaining 5 1% interest
in Levy Restaurants not already held was
completed on 18 April 2006 for $250 million
(6134 mllion).

The Group’s strategic focus continues to be

on the organic development of its existing core
businesses. As a result, only a small number of
minor acquisitions were completed where these
reinfurced sectoral presence in certain areas.

The Group does not currently anticipate any
significant new acquisitions during 2007 and
pavments of deferred consideradon in respect
of past acquisttions and the buvout of minority
interests is currently expected to total around

£30 million in 2007.

Discontinued operations

On 15 June 2006, the Group completed the
sale of its travel concessions catering business,
Select Service Panner, including Creative
Host Services in the US. The Group has

also completed the exit {from its Middle East
military catering operations. During the period,
the Group completed the sale of a number
of its other non-core comcessions businesses,
including 11s Eurapean Inflight catering
husiness, the RA Patina public restaurants
business in the US, the Strand Palace Hotel
in London, the Italian motorways business
and Krispy Krente in the US. The results

of these operations have all been classified

as ciscontinued.

Operating profit before tax and exceptional
items for the period from these discontinueel
operations was £ 23 million (2605: £158 million).
The loss after tax and exceptional items from
discontinued operations was £(30) million

{2005: profit £73 million). The profit after
tax on disposal of net assets of discontinued
operations is £20 million (2005: [nil million).

Disposal of Selecta

On 29 November 2006, the Group announced
its intentien o dispose of its Sclecta vending
businesses operating in 21 countries in
Continental Furope and in the UK.

These businesses generated revenue of

£476 million, carnings before interest and

tax (EBIT) of £45 million and carnings before
interest, tax and depreciation (EBITDA} of
L£87 million in 2006. Net capital expenditure
in 2006 totalled £46 million.

Pensions
The Group now accounts for pensions in
accordance with [AS 19,

Significant one-off contributions were made

to the two main UK defined benefit schemes
during the year totalling £280 million following
the disposal of the 8SP business and the Strand
Palace Heotel.

As a result, the toal pensions delicit was
significandy reduced at 30 September 2006
to £282 million (2003 £555 million).

The Group has reviewed its pension
assumptions and continued to move to more
prudent assumptions in determining the deficit,
inclucling life expectancy assumptions which
have again been inereased in 2006,

For example in the UK, life expectancy
assumptions at age 63 for a pensioner have
been increased to 19.7 vears {male), 22,6 years
(female) (2005: 17.8 vears {male), 20.7 years
{female)) and for non-pensioners life expectancy
assumptions have been increased o 20.9 vears
(male), 23.7 years (female) (2005: 19.4 vears
{male), 22.4 years (female)).

The 1o1al pensions charge in the year was
£33 million (2005: £26 million) for defined
contribution schemes and £35 million
(2003: £53 million) for detined benefic
schemes. OF the defined bencefit scheme
costs, £/ 11 million (2005: £ 14 million) was

charged to net finance cost.

Return on capital employed

Return on capital emploved (ROCE) was
10.7% (2005: 10.7%) based on the comtinuing
business before exceptional trems, excluding
the Group’s minority partner’s share of total
operating profit, net of tax at 30%, and using
an average capital emploved for the year of
£3,232 miltion (2003: £3,137 million)
calculated from the IFRS balance sheet.

Capital employed has been calculated by
adding back net debt to net assets. The capital
emploved in the business as at 30 September
2006 and 2005 is detadled in the table below:

2006 2005

£m £m

Nt assets 2,312 2,278

Net debr 1,095 2425
Capial employed — continuing and

discontinued operations 3,407 4,703

Capitdd employed — discominued operations - 1.647

Capital employed - vontinuing operations 3.407 3.0536

Under UK GAAD mcluded within average
capital employed was goodwill previously written
off to reserves, now extnguished under [FRS,
and goodwill amortised prior to 30 September
2004, the date at which the net book value of
goodwill was frozen under TFRS, Including these
adjustments, average capital emploved for the
year, for the continuing businesses, would have
been £6,294 million (2005: £6,051 million) and
return on capital employed for the continuing
business would have been 3.9% (2005; 5.9%).

e

Financial targets

The Group’s three year targets for the

continuing business for 2006 — 2008 remain

unchanged at:

* 100 basis points improvemens in ROCE;

+ free cash flow from continuing operations
of £800 million — £850 million,

Cash flow

Free cash flow from the continuing business
totalled £265 million (2005: £227 million).
The major factors contributing to the increase
were: £24 million reduction in net capital
expenditure and £+ million lower working
capital outflow, offset by £14 million higher
net interest payments and £29 mallion higher
net tax payments.
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2006 revenue split by sector % 2006 revenue split by geography %
Business & Industry 41 North America B 40
Defence, Offshore & Remote 9 United Kingdom 18
FEducation 13 France 8
Healthcare 16 Germany 4
Sports & Leisure 11 Tialy 3
Vending O Spain 2
Travel concessions 1 Switzedand 2
Total 100 The Netherlands 2
Rest of Eumpe 3
Japan 5
CAMEA 3
Australia 3
Latin America 3
Asia Pacilic 2
Total 100

Net capital expenditure, which two years ago
exceeded £300 million will, for the next
two-three vears, be a1 a level of around 2% of
revenues post the disposal of the Selecta vending
business. We are working hard at improving our
working capital performance and now expect to
see an average annual outflow of approximately
£20 million. Given the scale of the working
capital balances, there are however likely to

be fluctuations between years.

The Group’s cash tax rate for the year was
27% (2005: 20%), based on underlying profit
before tax, We expect the average cash wx rate
to remain at a similar level for the foresecable
future, but again with some potential
fluctuations between vears,

The net interest eutflow of {174 million in
2006 includes an outflow of £20 million over
and above the income statement charge relating
to the swap reversal transactions carried out

in 2004,

Acquisition payments were £167 million
{2005: £121 million) comprising the
acquisition of the remaining 51% interest in
Levy Restaurants which was completed on

18 April 2006 for $250 million (£ 134 million),
£8 million freom the huyout of half of the
remaining 10% of Onama in Italy, £8 million
of deferred consideration in respect of prior
years’ transactions and £18 million in respect
of other sundry acquisitions less 1 million
of cash acquired.

Disposal proceeds net of transaction costs
comprises consideration of £1,935 million less
£118 million of cash disposed and £45 million
consideration deferred to future periods, plus
£15 million of deferred consideration received
in the vear relating to prior vears’ transactions.

Performance review by geographic segment
The able below summarises the performance
of the Group’s continuing operations by
geographic segment and for the Group on

an underlying basis.

Segmental performance
Year ended 30 September 2006

Constant
Reported  currency  Organic
change change growth
2006 2005 % % %
Continuing
operations
Revenue (f/m)
North
America 4,290 3961 I+ Il 12
Cuntinental
Furope 2,863 2,830 1 2 2
United
Kingdom 1,957 1,982 (n n -
Rest of
the World 1,705 1,500 14 14 13
Tonal 10815 10,073 7 |+ 7
Operating
profit! (£m}
North
Anerica 245 218
Continental
Eurape 169 164
United
Kingdom 114 114
Rest ol
the World 55 3
Unallucated
overheads (L)) (h4}
Associates 2 -
Total 508 196
Operating
margin? (%)
North
Americi 5.7 5.8
Caminental
Lurope 5.9 G.0
Linited
Kingdom 5.8 5.8
Rest of
the Woild a2 3.5
Total 4.7 4.9

I Opeeating profit includes share of profit of’ associates
North America £1m (2005: Unil) & UK Clm (2005: £nil).

2 Operating margin is based on revenue and operating profit
excluding share of profic of associates,

North America

40% Group revenue (2005: 37%)

North America enjoved another successful

vear delivering 12% organic revenue growth

o £4,290 million (2003: £3,761 million}.
Revenue growth has been strong across all of
the contract sectors. The Healthcare sector,
with organic growth of 12%, has benefited from
the continuing success of the support services
business, Crothall, which has won a number of
large contracts often with a significant cleaning
and laundry component. The Business &
Industry sector, with organic growth of 12%,
has continued to win a number of important
new clients and to drive like for like sales from
existing contracts, Levy Restaurants, which
operates our Sports & Leisure business, has
shown very strong organic growth of 26%, in
part reflecung the sporting success of many of
the teams who are our clients. In April 2006, we
completed the acquisition of the remaining 51%
of Levy for $250 million {£ 134 million) taking
our total investment in Levy to $337 million.
The negative revenue growth in Vending reflects
our strategy (o operate on a franchise basis in
areas where we do not have sufficient scate

and density which helps improve profitahility.

Total operating profit on continuing activities
cxcluding share of profit of associates increased
to £245 million {2003: £218 millicn). The
contract catering business generally performed
well across all sectors. Rising fuel costs impacted
the bustness as a whole, and vending in
particular, The disposal of 75%

of Au Bon Pain in the second hall’ of 2005

also resulted in a £4 million negative impact

on operating profic in 2006.

A 5 cent movemnent in the average US dollar to
Sterling exchange rate impacts annual revenue
by circa £ 100 million and operating profit by
circa £7 million.
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Financial review
continued

Continentali Europe

26% Group revenue (2005: 28%)

Revenue in Continental Europe grew hy
2% on an organic basis to £2,863 million
(2005: £2,830 million). This lower level of
growth reflects our being both more selective
on the new business we take on and the
continued focus to improve the performanee
of lower margin contracts or to exit these
where appropriate. The Nordie region grew
well, with organic growth of 7% driven hy
strong demand from the ol and gas scctor
Spain and Switzedand also showed good
organic growth of [1% and 5% respectively,

Operating profu for the year was £ 169 million
(2005: £169 million). We have made some
good progress in France, Nordic and the
Netherlands, which are all showing signs of
improving performances. Ttaly performed less
well and is in the carly stages of recovery.

A D cent movement in the average Euro to
Sterling exchange rate impacts annual revenue
by circa £90 million and opcrating profit by
circa £4 million.

UK

18% Group revenue (2005: 20%)

In the UK, revenue was flat at £1,957 million
(2005: £1,982 million). We are continuing to
make good progress in addressing lower
margin contracts. This initiative contributed
towards the higher than normal level of lost
business, in line with our expectations.

Parts of the Education sector continuc to be
challenging, with organic revenue declining by
4% overall. This is largely a result of reduced
participation particularly in siate secondary
schools as the take up on healthier aptions

remains slow. We have also exited a number of

poorer performing contracts in the state sector.

Operating profit excluding share of profit
of associates for the year was in line with
last year at £114 million (2005: £1 14 million).

Rest of the World

16% Group revenue {2005:; 15%)

Inn the Rest of the World, revenue grew hy
13% o £1,705 million (2005: £1,500 million)
with all scctors performing well.

35% of the business in the Rest of the World
is in the Defence, Offshore & Remote sector.
This scctor grew by 24%, benefiting from the
buoyant il and gas and mining sectors around
the world, particularly in Australia up 26%
and Latin America up 15%. Organic growth
in Japan was 4%, in part held back by the
continued exit from the retail business.

Operuting profit for the year was £35 million
(2005: £53 million), We have seen good
organic growth in Australia, in particular,

The Group has completed the exit from
Middle East military catering operations,

Unaltocated overheads

Unallocated overheads for the year were

£77 million (2005 £58 million). These include
restructuring costs at 4 Head Office level
throughout the year and the strengthening

and addition of certain central functions.

In 2007 we expeet o see a small reduction
in unallocated overheads.

Gearing

The Group has a medium-term interest cover
target of approximately five umes profit before
interest, tax and exceptional items. However,
this is only one of a range of ratios used by
the banks and rating agencies, covering the
strength of the cash flow, income statement
and halance sheet, The ratio of net debx

10 market capitalisation of £5,638 million as
at 30 September 2006 was 19% (2005: 35%).

Financial instruments

The Group continues to manage its interest
rate and foreign currency exposure in
accordance with the policies set out below.

Fhe Group’s financial instruments comprise
cash, borrowings, trade payables and trade
receivables that are used to finance the Group’s
operations. The Group also uses derivatives,
principally interest rate and currency swaps
and forward currency comracts, to manage
interest rate and currency risks arising from the
Group’s operations. The Group does not trade
in {inancial instruments. The Group's treasury
policies are designed to mitigate the impact of
fluctuations in interest rates and exchange rates

Financing — Maturity Profile of Principal Borrowings
£m
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and to minimise the Group’s financial risks.
The Board approves any changes 10 the policy.

Liquidity risk

The Group finances its horrowings from a
number of sources including the bank and
public and US private placement markets.

The maturity profile of the Group’s principal
borrowings at 30 September 2006 is shown
above and the average life is 4.7 years. The
Group’s undrawn committed bank facilities
at 30 September 2006 were £960 million,

Foreign currency risk

The Group’s policy 1s to match its principal
projected cash flows by currency to actual

or cffective borrowings in the same currency.
As currency earnitgs are generated, they are
used to service and repay debt in the same
currency. For the period of the currency loans,
therefore, the objective is to achieve an effective
foreign cusrency hedge in real economic terms.
Where necessary, to implement this policy,
currency swaps arc taken out which, when
applied to the actual currency labilities,
convert these to an effective amount

borrowed by currency. A recanciliation

of the 30 September 2006 actual currency
liabilities to the elfective amount borrowed is
set out below.

Forwards
and cross  Effective
Gross  currency  currency of
borrowings swaps  bomowings
Currency £m m £m
Steding 851 (326) 325
US Dollar 506 375 881
Euro 547 (205) 342
Japanese Yen 23 58 81
Other currencies 26 299 325
Tenal 1.953 1 1,954

€m

Current liabilites Finance ke 15
Bank overd 56

Bank loans 15

[xan notes 33

Non-current liabilitics Finanee leises 42
Bank loans 22

Laxan notes 421

Bondds 1,350

Tental L4954
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The borrowings in each currency give rise to
forcign exchange differences on transtaton into
Sterling. As the borrowings are either less than,
or equale (o, the net investment in overseas
operations, these exchange rate movements are
treated as movements on reserves and recorded
in the statement of recognised income and
cxpense rather than in the income statement.

Overseas carnings streams are translated

at the average rute of exchange for the vear.
This results in differenees in the Sterling value
of currency carnings from year 1o vear, The
-atue of the business is, however, materially
protected through the matching of currency
cash flows to currency borrowings. The 1able
below sets out the exchange rates used for major
currencies for translating the 2006 and 2005
income statements and halance sheets.

Average rate Closing rate

2008 2005 2008 2005

Australian Doltar 2.41 242 2.53 2.32
Brazilian Real 1497 +.73 4.22 3.93
Canadian Dollar 2.06 2.26 2,13 2.05
Danish Krone 10.92 10.83 11.049 10.95
Eure 146 1.46 1.48 1.47
Japanese Yen 200,07 198,34 220,54 20051
Norwegian Krone 11,66 11.76 12,47 11.54
Swadish Krona 13.67 13.35 £3.80 13.67
Swiss Frinc 2.29 2.25 2.34 2,28
US Dullar 1.80 1.85 1.87 1,77

Interest rate risk

As detailed above, the Group has effective
horrowings i1 a number of currencies and is
policy is to ensure thay, in the short term, it is
not materially exposed to fluctuations in interest
rates in 1t principal currencies. The Group
implements this policy cither by borrowing fixed
rate debt or by using interest rate swaps so that
at least 80% of the Group’s projected debt is
fixed for one year, reducing to 60% fixed for the
second vear and 40% fixed lor the third year.

Shareholder retum

The market price of the Group’s ordinary
shares at the close of the financial year was
£2.68 (2005: £2.06).

Going concern

After making enquiries, the directors have

a reasonable expectation that the Group has
aclequale resources to continue in operational
existence lor the foresceable future. For this
reason, they continue to adopt the going
concern basis in preparing the financial
statements,

Conclusion

The successtul disposals of the travel concessions
businesses including SSP and the exit from the
Middle East milivary catering business have
resulted in a more focused Group and leaves

us in a stronger financial posidon. The focus in
the coming year will be on improving underlying
business performance.

Andrew Martin

Group Finance Director
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Board of directors

Reshaping our leadership - we have thought
long and hard about the leadership skills

we need. It 1s not just about looking at CVs;
it is also about understanding what each
personality brings to our business and how

the team interacts.

01 Sir Roy Gardner

{hairman Age 61

Appointed Chairman in July 20006 haviag heen appoimed
to the Board as Sentor Independent Director in October
2005. He is a senior advisor 1o Credit Suisse, President
of Carers UK and Chairman of the Apprenticeship
Ambassadors Network. He s a former Chief Executive
of Centrica ple, Chairman of Manchester United ple,
Finance Director of British Gas ple, Managing Director
of GEC-Marconi Lid and a Director of GEC ple

and a former non-executive director of Lapone ple.

Sir Roy is Chairman of the Nomination and

Carporate Responsibility Comminees, a member of the
Remuneration Committee and received his Knighthood
in 2002 for services 1o the gas and electricity industries,

02 Richard Cousins

Group Chief Executive Age 47

Appointed to the Board in May 2006 and appointed
Group Chief Executive in June 2006, He was until
December 2005 Chief Execudve Officer of BB ple,
having held a number of positions with that company
since joining it in 1990, He is a former non-executive
dircctor of P&O and his cadier carcer with
Cadbury Schweppes ple and BTR ple. Richard is a
member of the Corporate Responsibility Committee,

03 Andrew Martin

Group Finance Cirector Age 46

Appointed to the Board in March 2004, He was
previously a pariner with Arthur Andersen and held
senior financial pusitions with Fore Ple and Granada
Group PLC. Following the dispasal of the Hotels Division
in 2001, Andrew joined First Choice Holidays PLC as
Finance Director He joined Compass Group in 2004, He
is an Associate of the Institute of Chartered Accountants
in England and Wales and an Associate of the Chartered
Insutute of Taxaton. Andrew is 4 member of the
Corporate Responsibility Committee.

04 Gary Green

Group Managing Director — USA, Canada

and Latin America Age 49

Appointed to the Board with effeer from January 2007,

Joined the Group in 1986 in a senior finance rale in the

UK Division and became a UK divisional dircctor in
1992. Relocated to the USA in 1994 as Chiel’ Finance
Officer of the Group's North American Division and in
1999 became Chief Executive Officer. Appointed Chief
Executive OfTicer of the Americas in January 2005,

05 Peter Cawdron

Senicr Independent Director anc

Deputy Chairman Age 63

Appointed to the Board in November 1993, He is
Chairman of GCAP Media PLC and a non-executive
director of a number of companies, including ARM Holdings
PLC, Johnsion Press PLC, Prostrakan Group PLG,

Punch Taverns PLC and The Capita Group PLC. Peter

is a former dircctor of Arda Foods UK PLC, Christian
Salvesen P1.C and Grand Metropolitin PLC. He is
Chairman of the Remuneration Commiuee and a member
of the Nomination Committee. Peter will retire from the
Board at the conclusion of the 2007 Annual General Meeting,

06 Peter Blackburn CBE

Non-executive director Age 65

Appointed 1o the Board in April 2002, He is a nen-
executive director of 831G ple. He is a former Chairman
of Northern Foods ple, a past President of the Food and
Drink Federation and a former Chairman and Chiel
Exccutive of Nestlé UK. Peter is a member of the Audi
and Nomination Committees and was awarded a CBE
in 2003 for services to the food and drink industry.

07 Val Gooding CBE

Nen-executive director Age 56

Appointed to the Board in January 2008, She is Chiel
Executive of BUPA, a non-executive director of Standard
Chartered PLC and a former non-executive director of
BaAA ple and Cable and Wireless Communications ple.
She is a member of the Council of the University of
Warwick and co-chair of the Advisory Board of the
Warwick Business School. She iy a trustee of the British
Muscum, Vice President of [nternationa! Federation of
Health Plans and a non-executive director of the Lawn
Tennis Associadon. Val is a member of the Nominatiom
and Remuneration Committees ind was awarded a CBE
in 2002 for services 1o business. Val will step down from
the Board on 31 December 2006,

08 Sven Kado

Non-executive director Age 62

Appointed to the Board in Apnl 2002, He 1s Chairman of
Marsh & McLennan Holdings GmbH and was previously
Chief Financial Officer of Nixdorf Computer AG, Chicf
Financial Officer of Dyckerhofl AG and senior advisor
of Principal Finance Group/Nomura Inernational. Sven
1s a member of the Audit and Remuneration Committees.

09 Steve Lucas

MNon-executive director Age 52

Appointed 10 the Board in July 2004, He is Group Finance
Director of National Grid ple haviang been previously
Executive Director, Finance of 1atice Group ple. He is

a chartered accountant and has keld a number of senior
linance positions with Shell Interaional Petredeum
Company and British Gas, More recently he was Treasurer
at BG Group. Steve is Chairman of the Audit Committee
and is a member of the Remunceration and Corporate
Responsibility Commitiees,

10 Sir lan Robinson

Non-executive director Age B4

Appointed to the Board with ceffeet from December 2006,
He is Chairman of Ladbrokes ple (lormery Hiltun Group
plef, a nen-executive director of Scottish & Newcastle ple
and Siemens Holdings plc. He is a former Chairman

of Amey ple, Chief Exccutive of Scottish Power ple

and non-executive director of ASDA ple and RMC ple.
Sir [an is a Fellow of the Roval Academy of Enginecers,

a Fellow of the Institution of Chemical Engineers,

a member of the Takeover Panel and received his
Knighthood in 2000 fur semvices to the electnicity industry.
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Sir Roy Gardner Chairman

Q

The tirst principle of the Gombined Code
concerns the need for an eftective board.
How does the Compass Group Board apply
this principle?

A

The Board is ultimately responsible for the good
management of the Company, The directors
accept that we are collectively responsible for

its success.

This is a large business operating across the
globe. Iis vital tha we have clear Iines of sight
so that we can discharge our duties eflectively.
We have in place a framework to enable us to
exercise control whilst delegating day-to-day
deciston making to those running the business.

I have taken a number of decisive steps o
improve corporate governance. We have

put in place more robust centralised controls.
This gives the Board better visibility as o
the performance of the Group. But the
entreprencurial flair that is essential to
improve profitability and sharcholder value
has not been stifled.

In addition 10 the Nomination, Audit and
Remuneration Committees, [ have established a
Corporate Responsibility Committee. Its terms
of relerence arc to look at all aspects of business
conduct, safety;, health and environmental
management and responsible business practice,

The effectiveness of the Board comes from us
focusing on the things that really matter. Having
absolute clarity as to the distinet roles of the
Beard and the executive management is vital.

Q

The Combined Gade prineiples alse deal
with the role of the board chairman.
How do vou see vour role?

A

My key responsibility is to lead the Board and
make sure that it is daing its job effectively,

Corporate governance - Chairman’s Q&A

All UK listed companies are required to make
disclosures in relation to the Combined Code
on Corporate Governance. Sir Roy Gardner
discusses what steps he has taken to improve
the Group’s corporate governance since

becoming Chairman.

In addition to strengthening the corporate
governance controls my priority this year has
been to ensure that we have a srategy that will
deliver enhanced shareholder value. My role in
strategy development is to probe and challenge
the executive team, 1 do this by utilising the
experience and knowledge that different
directors bring to the Board.

Now that the strategy is in place the Board and [
will regularly review how it is being implemented
by the Chief Executive and his team.

Succession planning is also a key responsibility
of the Chairman. It is vital that we have a
strong Board but also a pool of talented
managers that one day will be candidates for
positions at the highest levels in the Group.

Finally T also play a role in sharehelder
communications. Investor Relations is the
responsibility of the Group Chief Executive
and Finance Director. However, as Chairman
I maintain contact with the Group’s major
shareholders. I need to know tha they are
happy with the perfo